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Where are we heading?

Decom Business Models
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USA Nuclear Decommissioning | A Change in Perspective

Billions of liability

A traditional

service contract

Delayed decom

60 years of activity

A project by project 

approach

Billions of revenue

Permanent license    

(& liability) transfer

Accelerated decom

<10 years of activity

A fleet management 

approach

From To
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Platform Wells, # Subsea Wells, # 

2015

2016

2017

2018

11 3Median Median

UK Offshore 
Well P&A

Much Activity Is 
Fragmented

Note. Each horizontal line represents an 
operator's well P&A activity in year
Source: OGA
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Well P&A
Substructures 

Removal

Pipelines

Removal

Topsides

Removal

Subsea Kit 

Removal

End to End

Decom

BCG Decommissioning Tool

Estimated

Spend, 

$M Wells, #

NNS Deepwater 1,500 100

CNS Deepwater 1,400 100

NNS Shelf 500 50

CNS Shelf 5,300 400

SNS Shelf 800 100

Irish Sea 100 <50

Well P&A Activity Timeline

# Wells

80

48

62

45

67

121

55

17

111

2019 2020 2021 2022 2023 2024 2025 2026 20271–5

6–14

15–24

25–34

35+

# wells
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We Need Innovative Models To Decom At Scale

A = Operator; B = Strategic, Financial & Legal decision rights; C = Design, Planning & Contracting decision rights; D = Field Execution; E = Examples 
Source: BCG Article “Oil and Gas Needs Decommissioning Models That Work at Scale”

Operator Contractor UJV/SPV BuyerRing-fenced Decom TeamE&P Company

A

B

C

D

E

1 2 3 4 5 6

E&P Company Ring-Fenced Team Contractor Decom Subsidiary Collaboration Buyer
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Exposure

Effort & 

Timeline 

to Setup

Control & 

Optionality

Strategic 

Rationale

Risked Value 

Potential

We evaluated each model across five criteria



7 C
o
p
y
ri

g
h
t 

©
 2

0
1
9
 b

y
 B

o
st

o
n
 C

o
n
su

lt
in

g
 G

ro
u
p
. 

A
ll
 r

ig
h
ts

 r
e
se

rv
e
d
.

How do these models compare?

E&P-focus; No Distinctive 

Decom Capability

Distinctive Decom 

Capability

53 42
Strategic

Rationale
6 1

Control & 

Optionality
4235 1

Effort & Timeline 

to Setup
2 4 536

Risk Exposure 2 23 3 34 4 45 5 5 5 6 6

New Stakeholders

3rd Party Assets

And Business

New Contractual

Arrangements

Opportunity

Cost Tax

1 E&P Company 2 Ring-Fenced Team 3 Contractor 4 Decom Subsidiary 5 Collaboration 6 Buyer

Note: Example analysis with a leading operator in the North Sea. Model names refer to entity who operates

Risked Value 

Potential
2 53 41
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UK O&G decommissioning | Where do we need to head?

Incentives to decommission at 

scale

Executive level partnerships 

between operators and 

specialist contractors

Investment to develop fit for 

purpose capability

From To

Excellent projects but 

fragmented activity

Non-specialist teams and 

equipment

An organizational context not 

adapted to decom
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The services and materials provided by Boston Consulting Group (BCG) are subject to BCG's Standard Terms 

(a copy of which is available upon request) or such other agreement as may have been previously executed by BCG. 

BCG does not provide legal, accounting, or tax advice. The Client is responsible for obtaining independent advice 

concerning these matters. This advice may affect the guidance given by BCG. Further, BCG has made no undertaking 

to update these materials after the date hereof, notwithstanding that such information may become outdated 

or inaccurate.

The materials contained in this presentation are designed for the sole use by the board of directors or senior 

management of the Client and solely for the limited purposes described in the presentation. The materials shall not be 

copied or given to any person or entity other than the Client (“Third Party”) without the prior written consent of BCG. 

These materials serve only as the focus for discussion; they are incomplete without the accompanying oral commentary 

and may not be relied on as a stand-alone document. Further, Third Parties may not, and it is unreasonable for any 

Third Party to, rely on these materials for any purpose whatsoever. To the fullest extent permitted by law (and except 

to the extent otherwise agreed in a signed writing by BCG), BCG shall have no liability whatsoever to any Third Party, 

and any Third Party hereby waives any rights and claims it may have at any time against BCG with regard to the 

services, this presentation, or other materials, including the accuracy or completeness thereof. Receipt and review 

of this document shall be deemed agreement with and consideration for the foregoing.

BCG does not provide fairness opinions or valuations of market transactions, and these materials should not be relied 

on or construed as such. Further, the financial evaluations, projected market and financial information, and conclusions 

contained in these materials are based upon standard valuation methodologies, are not definitive forecasts, and are not 

guaranteed by BCG. BCG has used public and/or confidential data and assumptions provided to BCG by the Client. 

BCG has not independently verified the data and assumptions used in these analyses. Changes in the underlying data 

or operating assumptions will clearly impact the analyses and conclusions.
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